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Benefits Of Exporting

• Diversify markets and channels

• Extend life cycle of products

• Broaden awareness of global market

• Top and bottom line growth

• Create career opportunities for your people
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MARKETING

• International program 
• Web site
• Quick lead response
• Quick lead qualification and follow-up
• Foreign language sales literature
• International trade show budget
• Foreign regulatory approvals
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STRATEGY

• Geographic Markets

• Channels

• Products

• Services
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FIELD SALES

• Frequent, repeat visits to key markets

• An export sales process

• Cross-culturally skilled, well-trained, 
technologically savvy sales professionals

• Financial commitment
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AFTER-SALES SERVICE

• Service training

• Foreign language service manuals

• International warranty

• Rapid parts delivery
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CUSTOMER SERVICE & LOGISTICS

• Cross-culturally skilled professionals

• Rapid, reliable communication with customers

• Market-specifics knowledge of shipping and 
banking requirements
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CREDIT AND COLLECTIONS

• Personal knowledge of your customer

• Credit manager with pulse on global market economics 
and politics

• Effective means to track L/Cs, drafts and secure payment

• Good collection agency
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BUILD YOUR OWN EXPORT DEPARTMENT

• PROS:
– Direct knowledge of markets and customers
– Better gross margins

• CONS:
– Direct cost
– Credit risk
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RETAIN COMMISSION REPRESENTATIVES

• PROS:
– Transactional contact with customers
– Established market presence
– Variable cost

• CONS:
– Commission costs
– Costs of after-sales services, logistics, credit and 

collections 
– Rep sales staff lacks knowledge of company sales staff
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RETAIN EXPORT MANAGEMENT COMPANY

• PROS:
– Established market presence
– Variable cost
– No credit risk
– Improved cash flow

• CONS:
– Limited contact with customers
– EMC sales staff lacks knowledge of company sales staff
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HYBRID APPROACH

• PROS:
– Manufacturer can focus resources on key markets
– Rep or EMC can concentrate on other markets

• CONS:
– Some degree of direct cost and risk
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• Benefits: Diversification & growth
• Key ingredients:

– Marketing
– Strategic planning
– Field sales
– After-sales service
– Logistics & customer service, credit and collections

• Approach:
– Direct
– Rep or EMC
– Hybrid

SummarySummary
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